want to continue to work. In spite of this, you
find yourself distracted by something so simple
as a late lunch. This distraction will increase as
lunch is delayed. The lunch break comes and
you eat. Since you satisfied your lower need you
have lost your interest in food. You discover
that a need, when satisfied, no longer guides
behavior. A rule may be concluded from this; if
we do not need a certain thing, we usually do
not work for it and consequently the satisfied
need ceases to influence behavior, But keep in
mind that somewhere on the need scale, from
lower to higher, there isn't a moment in life
when we do not need something.

MAN'S HIGHER NEEDS FOR ESTEEM
AND SELF-FULFILLMENT ARE NEVER
COMPLETELY SATISFIED

Man's basic needs for food, water, shelter
may be completely satisfied but man's needs for
approval, recognition, and achievement may
never be completely satisfied. These higher
needs are constant and continuing and thus
always influence behavior. The person who has
met most of the basic needs acquires these
higher needs and thus seeks satisfaction of them.
It follows that the leader should seek ways in
which to help satisfy the needs for esteem and
self-fulfillment in other individuals, as well as,
those more basic needs.

PEOPLE MAY BEHAVE IN DIFFERENT
WAYS TO SATISFY THE SAME NEED

Man, to achieve personal needs, directs his
behavior in order to obtain results that are the
most satisfying and rewarding, Thus, behavior to
satisfy the same need may take different courses
of action.

Suppose you perceive that your division
officer regards high production to be the most
im portant criterion for job success and
advancement. You, to meet your need for
approval and achievement, will probably
concentrate on having a high production rate,
even to the sacrifice of high quality. On the
other hand, if you believe that your boss desires
a high-quality product, rather than high
production, you will likely work to turn out a
product that meets high-quality standards,

perhaps sacrificing a high production rate. You
believe that a product of excellence is your key
to success and approval. In these different
situations, you adjust your behavior in ways that
promise approval and recognition from your
particular leader. But even in doing this, your
behavior takes different directions to achieve the
same goal.

The leader should try to approach the ideal
situation in which the work goal promises a
person composite rewards of belonging, status,
and getting ahead in accordance with
achievements and abilities. People generally
work enthusiastically under these conditions,
an d when this striving takes place in an
atmosphere of approval, the results are usually
better. It thus behooves the leader to set
meaningful, well-defined goals that both
accomplish the work mission and enable
personnel to satisfy their needs and goals in
ways that are rewarding to them.

THE LEADER LOOKS BEYOND

A PERSON'S OVERT BEHAVIOR

TO DETERMINE THE BASIC NEED

Suppose an individual in your office
suddenly changes from an enthusiastic,
motivated worker to one who is lackadaisical
and apathetic towards work. Before jumping to
the conclusion that this worker doesn't care
about the job anymore, you, as the leader, will
want to take a closer look at the situation to
determine the need or needs behind this
behavior. Is there a financial problem that is
threatening the person's security? Is the person's
esteem need threatened because you assigned
him to a menial job without any explanation?

There is always a reason for changed
behavior in a person and it is often a real
challenge to you, as the leader, to determine the
basic cause behind any overt behavior. Gaining
an insight into the basic problem affecting this
person may help you to either solve the
situation by taking corrective action or you may
help this person reach a satisfactory solution
even if the problem is outside the work
situation. Such problems are your concern if the
behavior affects work performance.

2-2ou can eliminate those
